OCT 6 1970 
EflSDDSD INTEROFFICE MEMORANDUM 



SUBJFn: PDP-15 Review 



DATE: 



October 2, 1970 



TO: 



cc: 



Bob Mclnnis 

Stan Olsen 
Ron Smart 
Larry Portner 
)Ken Olsen 



FROM: Ted Johnson 



DEPARTMENT: Sales, 5-3 



I have asked several salesmen to review certain products. This one by 
Vern Poulter, our Salt Lake City District Manager, was received and looks 
very thorough and thoughtful . 



mr 
Enclosure 









SUBJIXT: 



^-y-EROFFlCE MEMORANDUM 

DATK: September 23, 1970 



, _ , FROM: Vern Poulter 

TO: Ted Johnson ^^^^ -_^.^^ ^.^y 

CC : John Leng 

DEPARTMENT: Sales 



we can ^■"P'^°^^. ^^^^JJ^I^' ^if pSp-15 and PDP-9 installations, 
rfnclidad^t-nf PDP-r^lcaSse they are -sentually the sa.e pro- 

4^ rJJ^n T talked to 10 of the sales people and all of the 
TiStricf :anage?s!^%h?s gave a general ^-ling for the product, 
its weaknesses and strengths, as viewed by f ^^J^^^^^PJ^^f ^ 
It also turned up an interesting fact that I don t believe i 
understand wall enough to comment on. 

The general observations are as follows: 

1) Experience with other DEC products , and DEC ' s good repu- 
talion have been the main factors m making sales A 
review of present (Sept. 70) installations bears this 

idea out. 

2) customers are very happy with the product (with a few 
noteable exceptions) . 

3) It appears the software has helped in sales yet has con- 
^ triS?eS ?o losses. Taking the hardware and software 

as a system, it is awkward and expensive m general pur- 
pose computing, yet it is successful in ^PJ^^f^^' f ^; 
icated applications; physics and graphics appear to be 
top of the list. , 

4) The Fortran compiler is one of its weakest points. 

■^1 Tak^na the software and hardware as a system, it appears 
^ t?e TDP-15 C to expensive as^a "mini" , yet the system 
preforms more like a "mini" y'l medium sized machine. 

6) I believe both salesmen and managers had a general feel- 
ing of frustration with the product. 

7) The product has shown a high degree of fx^ivity in the 
past, vet, there is atpresent, a totax lac.-c o. customer 
generated interest ie -Bingo Cards" . 



C i G i T A L 



^QUiP^..E^.VcaRPaRATlON . MAYNAP^G,. MASSACHUSETTS 



,«r-v.^,rrived at bv abstractinq the common clc- 
r:"Lfo=.r;:ror."r!„?e^S:Ws! /.ope t. e „,,,,„,,,_ ar. 

objective and not largely my personal feeling. 

^ ^r, <=+-., nations revealed that the PDP-15 usu- 
A review ^^^^^^^^f^^^J^f ^f a "ery good relationship between 

installed, 

■,,„„„ wi 1-Vi +■ "he PDP-15 hardware. It is very 
customers are -J^V^^^PP^^^^J^ we?e some complaints about soft- 

and DEC. We really " should capitalize on this. 

«ov, to t... real crux of ^e pro.le. ^^ ^H.l^^Tllr.Tel'l^lV 
and how it works as a system I ""^^5 '"^f The wav this works 
*? trrfoli^w^-*™: ?rp!l5^foftwa:rs;stef:o:?I very we^ 
Sith lir^lfuse:!- ifis very good in .evelopin, appUcat.ons 
^rt?;rfypf Sf-uS^ft ils^o^tS'^rresfn; iStlllalioL! HOW 
lleTJ^iTyon View *^/Vste. as a .enerai purpose^mach.ne x„ 
5i?f pStrSr-eiuK^enr if al^i^r^L^e Where the customer wouid 
Uke ?o have a classic B»CH system -^--J^-^repare pro ^_ 

'prlfsefby^one-o/theTale^L" '^e software feels like a mxn.. 
While its priced as a moderate sized system. 

The 18 vs 16 bit argument works well in graphics, P^Yjics, real- 
S= work and where\he customer has a fetish about that sort 
of thing, but as a general purpose computer, those extra two 
Sits rellly can't be counted on (no pun intended). 

The Fortran, which has been a reason for losing, is really very 
Vt, fT? makes the 800 usee core look more like 2.5 usee.) 

as a har^arS op?ion, as opposed to a change m software. 

The District managers and --l^-^-^/f ^!\^°,jtni of^Slf pro- 
about the PDP-15. I think we would like to f^^^J^J^'^J ^^o- 



need a faster operating Fortran and a better BATCI, boCoro „e 
can really do it justice as a large machine. 

>,ana,ers .elt the product „^s ^^:^^^^ ^^^^^^'^ 

l-lnllll ^elf ^f"aS-*^ i:^:^s'i^J^^'t^^^^' 
,.^^.^~, On alT nf-her nomts, managers ayj_eeu w-n.i 
with. on all °tner po , they are diametrically opposed. I 
men; however, on tnese rwo, uney "^ ^ -t-Vi-ic; diff- 

^q^n i- f*=f>l like I really understand the reason for this aitr 
don t feel like I reax ^ removed from the real world; 

erence. It may be the ")jnage problems and therefore 

J^e^n^t^or JSg^tS Sorre^ftLro? it Ly be that the problem 
is bS?ng viewel from two Points of view The -nagers for in- 
stance, expressed concern over lack of Bmgo Cards . baxes 
men on the otherhand made no mention of same- 

iisr- rs^ -.n.^r;?intS/tn;Sp:ns!:t ^ ^.s. 

to hardware floating point. 

These reauests, coupled with the differences of °f ^^^^^^f ^^f "f 
iLvii^-r annear to be causing some frustration. I believe tne 
manaaer; Sd product line should work to open up cornmunications 
Se?wlen the p?oduct line and the salesmen. This should not be 
in the form of product line "selling" the product to the sales- 
men; they are weary of this approach. 

I would like to say a market direction such ^J . "^J^^^^^^^g^^'^''^" 

t^^ -^^:^ Sf.^ "artfori-Lft^L^^^^ i^^^^^ 

a PDP-9 that likes DEC, and we may be running out of this type. 
I really believe better communication between product l^^JJ^^ 

in line with its cost, as mentioned earlier, will go a long way 
in overcoming this frustration. 

I also detected a general feeling of no ^^^^^ment towards the 
product? which could be symptomatic of the same problem that 
resulted in frustration. 

The final critiaue is one that has all "^^^ JJf J J^^^^nSc^as * 
.f ??: ^;;::nsus that the P-t activity ^ -.nly^.th^existing 

?rer:pp;arf to^SrtL^wayrt^'overc^^^^^^ First, with sat- 
ur -ion ?ove?age of each district by the salesmen; Second, by 

orShS^d h??ting Public Relations campaign. Several com- 
lenlel on thS presLt ad campaign as not really generating 



i i' ic. t-oo subtle and doesn't project a meaningful 
xntcrest; \ '^^^^ ^^^^Hnough about Public Relations to suqgo.r 

portance, 

in summary, I feel we should do the following: 

pJodScriine should work to overcome the feelxng that 
"product line" is hard to get along with. 

91 Manaaers should work to instill a feeling of a mature, 
coSoI^ent product; one in which the customer is gen- 
l°7llTTerl pleased (this P°"t *ould he e.phasi.edK^ 

^ey must |f °„««r^| J.^^^ite knorSi^^rbring this 
lho:rsi;cfwhrwor.r:;ithV people may not work with 

otliers- 
3) we should capitalize on the very successful use of th^^^^ 
PDP-15 in dedicated applications. Pnysics JP^*=^ , 
??iling up, but graphics and realtime work are still good 



areas 



4) we should have a hardware floating point ^P^j^J;/"^^^ 
^^ >!L^^r BATCH This would enhance the product and maXe 

if pfrfori mire in line with its cost when used m gen- 

eral purpose scientific computing. 

5, If item 4 i--alized. we could ---^Jf ta^ge'marSt 

1130 type of user. I feel this is a very idi-y 
in which the PDP-15 is not really being sold. 

creative thinking to produce anything after xx. w<*s. 



